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Time or Service? 
A D I S C R I M I N A T I N G sense of value 
might prompt any business man who 
retains a public accountant to inquire with 
due propriety as to what he may expect to 
receive in exchange for the liability which 
he incurs. The answer to the query is 
likely to depend on the concept of accoun-
tancy held by the. public accountant to 
whom the question might be put. 
The claim is made for accountancy that 
it is a profession. This being so, it is re-
quired of practitioners that they shall be 
persons of education, training and experi-
ence, possess skill in the matter of account-
ing, and offer their services to the public. 
Unlike some other professions, whose 
members charge for what they do, the 
compensation of public accountants has 
come to be based largely on time and rates. 
The future will doubtless see fees deter-
mined by the amount of knowledge and 
judgment required, skill displayed, and the 
importance of the service rendered in the 
execution of an engagement. Today, un-
fortunately, time is accorded too much con-
sideration by both parties to the engage-
ment. 
Who will say that accountants' services, 
of bona-fide high type, resulting in a gain 
to a client of three-quarters of a million 
dollars, are justly compensated by a fee 
which, calculated on a time basis, amounts 
to five or six thousand dollars? On the 
other hand, who can fail to sympathize 
with a client who is charged twenty thou-
sand dollars for time consumed in work 
the judgment in doing which is open to 
serious question? 
The accountant who sells time is treading 
on dangerous ground. He is getting out of 
the professional field into the province of 
trade, which makes scant distinction be-
tween time and commodities. Labor, 
without casting any reflection thereon, 
takes account largely of time and is actu-
ated by the motive of wage. The laborer 
may be worthy of his hire, but it is not ex-
pected of him that he will possess or apply 
the qualifications essential to the practice 
of a profession. 
The word service admittedly has been 
overworked, but its significance applies 
none the less to accountancy. The time-
consuming processes of verifying unim-
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portant details, copying the client's books, 
making painfully precise analyses which 
have little or no practical bearing on a 
situation, are not service. They are de-
vices for selling a client time; frankly, a 
waste of his money. 
Service requires as a step precedent, a 
study of the client's needs; a survey of the 
tentative financial condition and operating 
results; reflection over comparisons; con-
sideration of tendencies; discovery of 
things which point the need of careful and 
thorough investigation; all these practi-
cally before any intensive work is started. 
Time taken for these matters is never 
wasted. It lays the foundation for appli-
cation of intelligent effort to the problems 
which the engagement presents. 
The secret of success in accountancy is 
service. A discriminating sense of value 
on the part of clients demands it. What 
better way is there of building good will 
than rendering satisfactory service to all 
clients? 
